
 

 

Course Outline: 
The High EQ Influencer – Effective Stakeholder Engagement 

 

Duration 

Two days. 

Course Aim 

A major contributor to organisational and project failure is the lack of awareness and/or capability on 

the part of project staff to engage stakeholders effectively. In traditional, hierarchical, top-down 

structures, a manager can often wield influence through the use of “positional authority”. In most 

cases today, staff are required to effectively engage and influence upwards, downwards and 

sideways and both internal and external stakeholders in the absence of such positional power. In 

addition, their ability to align groups of people with different personalities and diverse expectations 

can decide the quality of the outcomes they deliver. 

 

“Effective Stakeholder Engagement” is a two-day workshop that focuses on empowering participants 

with the tools, strategies and emotional competencies required to enable them to confidently and 

competently master this very important aspect of their project and organisational life. 

Benefits of Attending 

Participants in this workshop and their sponsoring organisations stand to gain the following benefits: 

• Elevate their profile from being known as a technical specialist to an Influencer, Change Leader 

or Implementation Manager 

• Learn how to engage different stakeholders, both internal and external 

• The confidence and skills to influence managers (including C-level executives), peers and 

subordinates 

• Getting the message across more clearly, confidently and succinctly 

• Learn have to deepen relationships with colleagues and stakeholders 

• Be confident about managing expectations of others 

• Stakeholders who are more committed to working together cohesively to achieve common 

outcomes 

• Reduced incidences of unhealthy conflict that jeopardise the success of projects 

• Increased productivity through staff being able to direct their energies towards solutions, rather 

than fault-finding  

• Improved staff and stakeholder morale 

• Experience greater sense of fulfilment working with others and in projects 

What It Covers 

The course covers the following: 

▪ Defining stakeholder engagement 

▪ How to identify stakeholders 

▪ Differentiating outcomes from outputs 



 

▪ Putting together and aligning stakeholders on a common objective 

▪ Engaging stakeholders with differing levels of interest, power and support of your project 

▪ How to create a structured communications plan to keep your stakeholders engaged and 

informed 

▪ Glean and understand stakeholder needs and success criteria 

▪ Engaging managers (including C-suite executives), peers and subordinates 

▪ Develop deeper and active listening skills to help ascertain what the hidden agenda may be 

▪ Managing your emotional state and understanding and using body language 

▪ Communicating with confidence 

▪ How to build a relationship founded on trust with your stakeholders 

▪ How to read, anticipate and engage “resistant” stakeholders 

▪ How to dealing with disagreement effectively through the use of reframes and finding win-win 

outcomes 

 

Program Outline 

Sample Session Outline (2-day) 

This session outline is subject to change after interviews with key stakeholders to understand context 

and desired outcomes. 

  

Day 1 

Time Content Desired Outcome 

0900 - 0905 Senior Manager (Sponsor) address (this can 

be a video-recording) 

Set the scene, why are we 

here, how this training is 

important, emphasise senior 

management support 

0905 – 0915 Facilitator Introduction and Welcome 

Workshop Objectives 

 

Establish rapport with 

participants 

0915 – 0935 Introductions and Ice-breaker Activity 

 

Energiser, set the scene with 

expectation of participation, 

relevant learning related to 

theme of the day 

0935 - 0950 Individual Activity: “Begin with the End in 

Mind” 

 

Each participant is asked to reflect on what 

would make the workshop a huge success for 

them, write this down and then share with 

another participant at the table.  

 

Presentation:  

Importance of Beginning with the End in Mind 

and how this habit relates to effective 

stakeholder engagement 

 

Apply key practice of effective 

stakeholder engagement i.e. 

to be Outcome-Oriented. Get 

buy-in to fully engaging in the 

workshop and not “going 

through the motions” 

0945 - 1030 Theme: Introduction and overview of 

stakeholder engagement 

 

 



 

Presentation:  

• Definition of Stakeholder 

• Managing versus Engaging Stakeholders 

• Importance of Stakeholder Engagement 

• The law of reciprocity  

Group Discussion: How is stakeholder 

engagement so critical to the success of your 

team or organisation moving ahead? 

 

Aligning on definition of 

stakeholders and stakeholder 

engagement 

 

Getting buy-in and 

commitment to the 

significance of stakeholder 

engagement 

 

1030 - 1045 Break  

1045 - 1215 Theme: Identifying stakeholders and their 

success criteria 

 

Presentation: 

• Identifying stakeholders 

• Anticipating Stakeholder Success Criteria 

• Differentiating Outputs from Outcomes 

• Defining and Aligning on Outcomes 

Activity: Identifying stakeholders and 

anticipating their success criteria 

 

Skills to think broadly about 

stakeholders – not just 

internal, but also external. Not 

just those who are interested 

by also those who are 

impacted. And the 

appreciation that engaging 

and influencing upwards is 

often essential. 

 

1215 – 1300 Lunch  

1300 - 1445 Theme: Developing and aligning on a project 

objective statement 

Activity: Differentiating Outputs from 

Outcomes 

Presentation:  

• The 4 steps to Success in any endeavour 

• Developing a Project Objective Statement 

• Getting commitment and buy-in 

 

Group Activity: Participants working in groups 

will identify a specific project and for this 

project, develop a Project Objective Statement 

using a template. 

 

Key message: One of the key 

elements that motivate and 

engage stakeholders is 

meaning and purpose. 

Another key role of an 

effective implementation 

manager is to align 

stakeholders on this common 

vision and purpose. This 

segment gives participants 

specific strategies and tools to 

do this.  

 

1445 - 1500 BREAK  

1500 – 1645 Theme:  Communicating with impact 

Presentation: 

• Introduction to the 4 Steps of Influence 

• What affects your communication 

effectiveness 

• Your body language and making that 

positive first impression 

 

Key message: It’s not what 

you say, it’s how you say what 

you say that matters. 

 



 

• Projecting confidence 

• Emotional and mental preparation 

 

Activity: Influencing through your body 

language 

 

Deepen awareness of the 

impact of our physiology on 

our communication. 

 

Emphasise the importance of 

emotional preparation. 

 

1645 -1700 Review and Close – Day 1 Summary of lessons learnt 

 

Preparation for Day 2 - prepare a 12-second elevator pitch about your project that you can 

confidently deliver to senior or C-level management or other staff that summarises the objectives and 

ideal outcomes of your project or endeavour. 

 

Day 2 

 

Time Content Desired Outcome 

0900 - 0920 Review and Sharing – Lessons Learnt from 

Day 1 

Energiser, Reinforce key 

messages from Day 1 

0920 – 1030 

 

Theme: Building rapport and strengthening 

relationships with your stakeholders 

 

Presentation: How to establish and maintain 

Rapport with your Stakeholders 

 

Activity: Trust Walk 

 

Group Discussion: What strengthens and 

weakens rapport 

 

Role Play: Building rapport – creating that 

positive first impression. 

 

Key message: The “trust” 

capital you have with your 

stakeholders is critical to the 

effectiveness and efficiency of 

your stakeholder engagement.  

This is a skill that can be 

developed through practice. 

 

 

 

1030 - 1045 Break  

1045 - 1215 Theme: Aligning with and managing 

stakeholder expectations  

 

Presentation: 

• Active Listening Skills 

• Conducting an effective stakeholder 

interview 

• Managing expectations 

• Creating an effective Communications 

Plan 

 

Role Play: Conducting an effective 

stakeholder interview and managing 

 

 

Deepen listening skills and 

learning about the power of 

asking great questions in 

order to glean the right 

message 

 



 

expectations with a senior manager or C-suite 

executive 

 

1215 – 1300 Lunch  

1300 – 1430 Theme: Managing conflict effectively 

  

Presentation: 

• Reasons for Conflict 

• Perspectives of Conflict 

• Using Reframes 

 

Personal Assessment: Negotiation Style 

 

 

Practical skills to deal with 

negativity and resistance 

through the application of a 

framework for effective 

negotiation and the soft skills 

to deal with this confidently. 

1430 - 1445 Break 

 

 

1445 – 1615 Theme: Handling differences by negotiating 

win-win outcomes 

 

Presentation: 

• Differentiating Needs and Wants 

• Understanding negotiation styles 

• Getting to win-win 

• Using reframing as a tool to deal with 

objections 

 

Activity: Differentiating needs from wants 

 

Give participants high level 

product knowledge of client’s 

various offerings 

 

Emotionalise core values of 

“Passion” 

 

1615 -1700 Actions, Commitments and Close Summary of lessons learnt, 

and getting commitment to put 

into practice 

 

Delivery Strategy 

The learning has been structured as a highly interactive 2-day interactive workshop led by our 

experienced trainers.  The workshops will include the use of relevant audio-visual material, written 

activities, role-plays and reflective tasks. 


